
VIEW POINT

PREDICTIVE ANALYTICS AND GEN 
AI: TRANSFORMING MARKETING 
CAMPAIGN EFFECTIVENESS

Predictive analytics and AI are essential and powerful tools for modern 
businesses in this data-driven world. Predictive analytics models study 
vast amounts of data to uncover patterns and trends. The quality of 
the outputs and value generated heavily depends on the quality of the 
data fed. Predictive analytics identifies high-value leads and anticipates 
customer needs by uncovering patterns in vast datasets. Meanwhile, 
generative AI tailors ad copies, landing pages, and email marketing 
messages to individual customer profiles, enhancing personalisation 
and engagement.
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Generative AI enables the incorporation 

of advanced machine learning algorithms 

into predictive analytics processes. This 

allows for the rapid analysis of massive 

datasets to arrive at extremely accurate 

forecasts. These two technologies form a 

potent combination that offers businesses 

a significant competitive advantage.

Business insights churned out by 

the combination of good quality 

data and effective data analysis help 

decision-makers craft more efficient 

and profitable strategies. In marketing, 

predictive analytics is primarily used to 

refine customer segmentation, create 

personalised campaigns, optimise ad 

spend, and forecast sales.

Applied appropriately, AI has the potential 

to revolutionise most major industries. In 

fact, a report by Goldman Sachs predicts 

that the spread of generative AI could 

be responsible for a 7% boost in the 

global GDP, which amounts to 7 trillion 

dollars. Generative AI has a lot to offer 

an organisation’s marketing efforts. It 

introduces new ways for businesses to 

engage with their clients by creating 

targeted and personalised marketing 

content based on different customer 

segments.

Generative AI and predictive analytics: A perfect fit 

The integration of predictive analytics 

and Gen AI is a natural next step; after all, 

the two technologies complement each 

other extremely well. While predictive 

analytics deals with the analysis of 

historical data to identify patterns and 

offer insights, Gen AI can create various 

unique scenarios using synthetic data 

based on these patterns to supplement 

and enrich the prediction process. These 

scenarios could represent projected sales 

figures, anticipated customer churn, 

or predict the impact of an upcoming 

marketing campaign.

The generation of diverse and high-

quality datasets that mimic various 

possible outcomes ultimately results in 

more robust predictive models, accurate 

forecasts, and highly detailed insights. 

Business leaders can then use the 

comprehensive information available to 

them to make informed decisions about 

the organisation’s future.

Predictive analytics augmented with Gen AI can speed up processes, boost efficiency, and better connect with customers on a personal level. 

Below are a few ways in which AI-driven marketing campaigns are transforming how marketing material is created and disseminated.

Enhancing marketing campaigns with predictive analytics and Gen AI

Another marketing activity that greatly benefits from the 

incorporation of Gen AI is the segmentation of customers. 

Using advanced pattern recognition models, generative AI can 

substantially boost the accuracy of the audience segmentation 

process and generate customised marketing campaigns to suit 

each segment. Customers may be categorised demographically 

and geographically by their search history, website behaviour, 

previous purchases, or various other parameters. The system 

efficiently manages mailing lists based on the analysis of customer 

data and recognised trends and dynamically alters and adjusts 

emailing lists in real time based on changing and evolving 

customer preferences.

Customer segmentation

AI-driven predictive analytics enables organisations to estimate 

Customer Lifetime Value (CLV), which is the total revenue expected 

from each customer across the entire duration of their relationship 

with the business. This information is instrumental in crafting 

marketing budgets and focussing on high-CLV clients to ensure a 

favourable ROI.

Determining customer lifetime value

https://www.infosysbpm.com/services/generative-ai.html
https://www.goldmansachs.com/intelligence/pages/generative-ai-could-raise-global-gdp-by-7-percent.html
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Gen AI can boost email open and click-

through rates by generating eye-catching 

subject lines that resonate with each 

customer and pique their interest. 

AI-driven marketing campaigns also 

determine the ideal time to send out 

emails based on historical data in an effort 

to boost engagement.

Custom subject lines and 
send time optimisation

Using generative AI in synergy with 

predictive analytics can also refine 

an organisation’s customer retention 

strategies. Based on historical customer 

interactions, the system identifies and 

highlights changes in a customer’s 

behaviour that may indicate that they 

are dissatisfied and preparing to take 

their business elsewhere. Armed with this 

knowledge, retention teams can direct 

resources where needed and proactively 

deploy appropriate retention strategies. 

These may include access to loyalty 

programs, special offers, or personalised 

messaging that address specific concerns 

or needs.

Customer retention strategies 

Email marketing is still one of the 

primary methods used by businesses to 

connect with their customers, encourage 

engagement, and boost sales. AI-driven 

marketing campaigns are here to refine 

these communications. However, creating 

personalised marketing material to 

suit a number of customer segments 

or even individual customers can be a 

cumbersome and time-consuming task. 

Generative AI rapidly and efficiently 

creates customised marketing material for 

customers that accurately caters to their 

desires and present needs based on their 

historical data and communications with 

the business. Customers appreciate this 

personal touch and are more likely to do 

business with organisations that appear to 

know them and recognise their needs.

Generative AI can tailor ad copies, landing 

pages, and email marketing messages 

to individual customer profiles. By 

analysing customer data, Gen AI creates 

personalised content that resonates 

with each recipient’s preferences and 

behaviour. This level of customisation 

enhances customer engagement and 

conversion rates, as customers are more 

likely to respond positively to marketing 

material that feels uniquely relevant to 

them​.

Personalised communications and experiences

E-commerce sites commonly use AI-

based predictive analytics to offer 

customised product recommendations 

for each client. The system accounts for 

past purchases, browsing history, and 

a customer’s preferences to suggest 

products that are more likely to appeal to 

them based on their interests and tastes. 

Offering personalised recommendations 

boosts customer loyalty and increases 

the chances of them actually making a 

purchase.

Curated product 
recommendations
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AI-driven predictive analytics enable extremely rapid analysis 

and processing of data, which makes it possible to modify 

marketing strategies in response to changing market conditions 

and consumer trends. The system can be given the authority 

to automatically respond to insights and make changes to the 

marketing campaign, such as revising the ad budget or sending 

out marketing communications in real time.

Real-time marketing strategy adjustments 

By analysing customer demographic data against past customer 

behaviour, Gen AI-enabled predictive analytics makes it possible to 

refine the target audience for new products accurately. Marketing 

teams can use this information to create customised campaigns 

to target customer segments that are most likely to lead to 

conversions, resulting in an improved ROI.

Determining target audience for 
new products

The following steps will put you on the path toward incorporating Gen AI-driven predictive analytics into your organisation.

Incorporating predictive analytics and Gen AI into your business

Start by identifying your organisation’s 

needs and available resources, and 

conduct a thorough assessment of the 

existing IT infrastructure. This will help to 

identify areas in which AI-driven predictive 

analytics can be applied and will have the 

most impact. Lay out your goals and what 

you wish to achieve by incorporating this 

technology; this may include increasing 

productivity, identifying opportunities for 

growth, or predicting customer behaviour. 

It is also important to ensure that you 

have the computing power to carry out 

complex calculations and manage large 

data sets. 

Assess your requirements

The quality of the data that is fed into the 

predictive analytics system will determine 

the effectiveness of the system. Once 

done, you can choose to launch the 

appropriate technology platforms that 

support AI-based predictive analytics 

based on your specific requirements.

Ensuring data quality means ensuring 

the relevance, accuracy, and timeliness 

of the data collected. Businesses must 

implement robust data governance 

practices to maintain data quality. This 

includes regular data audits, validation 

processes, and cleaning procedures to 

eliminate errors and inconsistencies. 

High-quality data underpins the predictive 

models’ ability to deliver meaningful and 

reliable insights.

Use high-quality training data

When implementing technologies like 

predictive analytics, it is important to 

ensure compliance with all data privacy 

regulations and have competent data 

security measures in place. The scalability 

of the solutions you choose should also 

be a consideration so that they can match 

your future requirements as the business 

expands.

Employ data security and scalability 
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Endnote
Businesses that implement Gen AI 

and predictive analytics for marketing 

processes have the upper hand when it 

comes to forecasting business outcomes 

and making informed decisions. These 

solutions offer extremely accurate 

predictions and are flexible enough to 

adapt to a business’s changing needs in 

real time. The integration of predictive 

analytics and Gen AI can transform 

business operations and open the door for 

innovation and organisational growth. 

https://www.infosysbpm.com/
https://youtube.com/c/infosysbpm
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